

















INDEX TO 


A Business Assistant, 23 

Business Enterprise, 30 

A Good Word for the Deferred Dividend, 41 
A Hard Luck Story, 47 

A Heavy Rebate, 7 

A Little Home and Life Insurance, 35 

A Man’s Investment, 40 

A Prompt Response, 7 

A Record Book for Policyholders, 12 

A Warming Up Circular, 40 | 

Agents Should Memorize Premium Rates, 23 
An Agent Surprised, 7 

Annual Distribution of Surplus, 12. - : 
Annual Dividend Policies of the New York Life, 48 


EING Made Wise, 23 

uilding an Estate Safely and Surely, 23 
Business and the Church, 14 
Business in Foreign Countries, 36 


CASH Protects Estates, 28 

ash Value of a Man, 14 

Choose Your Words, 7 

Commercial Men as Prospects, 3 

Commission or No Commission, 22 ae 
Comments Upon the Gain and Loss Exhibit, 47 
Compendium of Official Life Insurance Reports, 11 
Creating a New Asset, 47 


DEVELOFING Strength in Soliciting. By a West- 
ern Agent, 50 
Displeased with Oneself, 30 


E XAMINATION of Public Accountants, 20 


FIRST Supplement to the Handy Guide for 1906, 14 

or the Encouragement of the Solicitor. By a West- 
ern Agent, 21 

Fraudulent Claims Must Be Contested, 30 

Friendship in Business, 18 

From the Agents Standpoint, 12 


GETTING a Reaction. By a Western Agent, 9 


IGH Grade Material, 47 
is Hardest Day’s Work, 11 
How Diplomacy and Patience Won, 22 
How Interest is Developed. By a Western Agent, 38 
How Mental Laws Help the Solicitor, 5 
How Much Life Insurance Should a Man Carry? 24 








JULY TO DECEMBER, 1906. 


I CAN’T Afford to Insure, 7 

f I Were a Life Insurance Agent To-Day, 52 

Ill Reports Promptly Squelched, 51 ; 

Imagine Your Own Family Left Unprovided for, 36 
Insurance for Protection, 44 

Insured for Fifty Years, 40 

Introductory Letters, 18 

Investments Balanced, 52 


KEEPING One Clear Asset, 51 


LA FOURMI, 30 : 

arge Payments on Life Policies, 26 

Lawyers as Insurers, 51 

Leaving Matters to the Agent, 35 

Life Income Provision for Beneficiaries, 16 

Life Insurance as Good as Government Bonds, 23 
Life Insurance Comment, 33, 37, 4 

Limitations of New Business by New York Law, 25 
Looking for Best Company, 28 


AKING Careful Investigation, 18 
an a Curious Creature, 51 


NE, Forms of the Mutual Life of New York, 52 
ew Life Insurance Companies, 5 

New Life Insurance Policy Forms, 

New Policies of the Phcenix Mutual, 52 

No Profit from Lapses, 2 

New York Laws and Other State Companies, 3 
New York Standard Life Policy, 19 

No Shrinkage in Values, 52 

Now is the Time to Hustle, 39 


OBJECT of Life Insurance Well Expressed, 28 
n Being Game. By a Western Agent, 1 

On the Organization of New Companies, 13 
Ordinary Policies of the Metropolitan Life, 52 


PREMIUM Rates of the Fidelity Mutual, 51 
reparing for the Winter’s Cam 


paign, 4 
— Insurance Premiums Not Unnecessarily High, 


President Hegeman and Renewal Policy, 3 
Prosperity and Extravagance, 


REGISTER for Life Insurance, 44 


GAFETY a Characteristic, 36 
avings Bank vs. Life Insurance, 28 
Second Supplement to The Handy Guide for 1906, 40 


LIFE INSURANCE SUPPLEMENT 


Still Writing Large Policies, 31 
Singleness of Thought, 52 


ERM Insurance, 36 
hanks to the Husband, 31 
The Agent a Busy Man, 40 
The Balance—Extravagance and Life Insurance, 16 
The Corporation Agency, 27 
The Ethics of Soliciting. By a Western Agent, 29 
The Future of Fraternals, 8 
The Insured Alive—The Uninsured Dead, 14 
The Insurance Outlook, 44 
The Latest Thing in Twisting. By a Western Agent, 


17 

The Law as a Stimulant to the Unuerstanding. By 
a Western Agent, 34 

The Legislature in New York, 16 

The Life Insurance Agent, 7 

The Man Who Succeeds, 31 ? 

The ary of Opportunity. By Bruce Whitney, 9 

The Need of Looking Ahead, 43 

The One Way, 18 

The Press the Modern Pillory, 4 

The Public Lack of Discrimination, 2 

The Standard Form of Life Insurance Policy in New 
York, 31 

The State’s Toll on Life Insurance, 6 

The State Department’s Life Blank for 1906, 45 

The Traveler’s New Policies, 43 

The Twister, 8 

The Widow, the Orphan and the Agent, 31 

To the Man of Moderate Means, 35 

Trained Men Are Needed, 39 

Two Decades of Life Insurance, 15 


U NCEASING Industry Brings Success, 39 
nwelcome Notoriety, 4 
Unwise Competition Among Field Men, 24 


YIEwWs of Insurance Commissioner of Kentucky, 20 


WE Can if We Will, 44 

hat the Insurance Discussion Has Done, 35 

What the World Owes a Man, 24 

Wait Till I Get Back, 7 

Why Some Wives Oppose Life Insurance, 4 

Working Among Old Policyholders. By a Western 
Agent, 46 





| \7EAR End Rebates, 43 
| ou Are Insurable To-Day, 16 





